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Online Marketing and Lead Generation
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INTRODUCTION

Lead Generation Marketing

Once we put all these elements together, we can 
use your various promotionalchannels to drive 

traffic	to	our	landing	page	to	start	generating	leads.
Content is a great way to guide users to a landing 
page. Typically, we create content to provide 
visitors with useful, free information. The more 
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Abstract

With the ever evolving and developing internet technology in the business world, it has 
become a clear objective to be inclusive and associated with these technologies and every 
day applications on our devices to become relevant and successful in the raging competitive 
business world.

Internet technologies are used in ourdaily business ventures for business growth and 
generation of lead. The online platforms are highly successful in creating promotional and 
advertisement activities for businesses. The significance of such social media presence and thus 
invest huge amounts of time and capital on their email marketing. There is a need for more 
awareness and knowledge about the applications among developing states and countries to 
which the potential of these applications could very high if the population knows more about 
these social apps.

Keywords: Lead generation; Online marketing; Social media; Marketing strategies.

delighted a visitor is with our content, the more 
likely they mare to click our call-to-action (CTA) 
and move onto our landing page. Email is a great 
place to reach the people who already know our 
brand and product or service. It’s much easier to 
ask them to take an action since they’ve previously 
subscribed to our list. Emails tend to be a bit 
cluttered, so use CTAs that have compelling copy 
and an eye-catching design to grab our subscriber’s 
attention.The sole purpose of an ad is to get people 
to take an action. Otherwise, why spend the 
money? If you want people to convert, be sure that 
your landing page and offer match exactly what is 
promised in the ad, and that the action you want 
users to take is crystal clear. The great thing about 
using our blog posts to promote an offer is that we 
cantailor the entire piece to the end goal. So, if our 
offer is an instructional video on setting up Google 
Search Console, then we can write a blog post 
about how to select our marketing metrics which 
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would make our CTA highly relevant andeasy to 
click. Social media platforms make it easy to guide 
our followers to act, from the swipe up option on 
Instagram stories to Facebook bio links to URLs 
on Twitter. We can also promote our offerings on 
our social posts and include a call-to-action in your 
caption. Learn more about social media campaigns 
in this post.
Product Trials we can break down a lot of barriers 
to a sale by offering trials of our product orservice. 
Once a prospect is using our product, we can 
entice them with additional offers or resources to 
encourage them to buy. Another good practice is 
to includeour branding in our free versions so 
we can capture other potential customers, too.
Referral, or word of mouth, marketing is useful for 
lead generation in a different way. That is, it gets 
our brand in front of more people, which, in turn, 
increases our chances of generating more leads. 
Whatever channel we use to generate leads, we’ll 
want to guide users to our landing page. If we’ve 
built a landing page that converts, the rest will 
handle itself.

REVIEW OF LITERATURE

It is crucial forbusiness growth to generate leads 
and LinkedIn is seen as the most effective social 
platform to achieve it, the project focused on these 
two elements: lead generation and LinkedIn. A 
strategy was consequently outlined to optimize 
the use of the platform, with objectives that focus 
on improving the performance of the elements as 
a target that aligns with the company’s business 
needs and a set of tactics, which, through multiple 
actions that will be monitored over time, assuring 
that progressive results will be accomplished.1

Social media open a new way of doing business, 
based oninnovative concepts such as sharing, 
collaboration and co-creation. Small enterprises can 
fully exploit social media potentialities. Although 
social media are quite common among small 
businesses, they are not always able to use these 
tools	in	a	truly	profitable	way.2

The ever increasing growth and potential use of 
social media in the business world is an advertising 
platform for business promotions, developing a 
brand awareness, educating masses about their 
products and their features. The high relevancy of 
social media for startups draws maximum potential 
in favor of their businesses and aligning with their 
business strategies.3

 E-mail marketing can be used to empower 
consumers by sending e-mails based on permission, 
by making consumers active participants in the 
communication process and by making e-mails 
relevant for the recipients. However, current e-mail 
marketing strategies need to be updated toget the 
maximum	benefit	out	of	the	channel.4

LinkedIn helps business educators and presents 
sample assignments that can be used to introduce 
students to content marketing, SEO, and online 
reputation management. LinkedIn also provides 
a platform for the exploration of emerging 
specializations including content marketing and 
search engine optimization (SEO). LinkedIn to 
teach various marketable skills.5

The Dorfman Steiner Theorem has provided the 
marketing communitywith a powerful result for 
allocating resources between competing marketing 
mix variables. It is well known that the optimal 
allocation of resources is in direct proportion to 
their demand elasticities. To implement this result, 
the marketing manager must know the elasticities 
of the various marketing elements under his/her 
control.6

The	 influence	 of	 social	 media	 and	 customer	
centric technology on social CRM capabilities. 
social	 CRM	 capabilities	 lead	 to	 firm	 performance	
outcomes;	 customer	 based	 profit	 performance	
and new product development performance. both 
social media technology and customer centric 
technology	 have	 a	 significant	 influence	 onsocial	
CRM capabilities. Similarly, these social CRM 
capabilities also found tohave a positive effect on 
customer based and product based performance 
outcomes.7

Developing a performance framework that is 
appropriate for B2B contexts could be a worthy 
endeavor for future research. This paper reviews 
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the contemporary sales technology literature from 
a managerial perspective and offers suggestions 
towards integrating the diversity of viewpoints in 
a way that can guide future academic research as 
well as enlighten sales professionals.8

Its important to identify audience to ensureyou 
are giving them the content they want, not just in 
terms of usefulness, but interms of true enjoyment 
so that you can be sure they will stick around to 
the veryend of everything you write. Content 
Marketing has you covered in that sense aswell, 
you	will	 learn	how	to	ensure	your	reflection	is	an	
accurate	reflection	of	whoyou	are,	or	who	you	want	
your target audience to think you are. So, what are 
youwaiting	 for?	 Affiliate	 marketing	 is	 an	 online	
business opportunity that appeals tomany people 
thanks to its low startup costs and high potential 
for	profit.9

While the Internet has emerged as a retail force 
to be reckoned with, its’ success is dependent, 
at least in part, on other promotional tools. One 
such tool is permission email marketing (PEM). 
Operating within the framework of the Technology 
Acceptance Model (TAM), this study explores 
the	 influence	 of	 PEM	 on	 the	 perceived	 value	
derived from Internet shopping. The results of the 
study	 indicate	 that	 PEM	positively	 influences	 the	
perceived usefulness, ease ofuse and enjoyment 
derived from shopping online. Furthermore, it also 
serves to reduce the perceived risk. PEM serves 
as an important extension of the TAM, with the 
findings	from	this	study	highlighting	not	only	what	
the sources of online shopping value are, but also 
how	they	can	be	influenced.10

Telemarketing has added a new medium to the 
marketer’s	bag	of	tricks.	This	article	briefly	discusses	
the	 benefits	 and	 limitations	 of	 telemarketing	 as	
part of an overall marketing campaign. It then 
proceeds to discuss the potential side effects that 
telemarketing	may	have	on	 the	 image	of	 the	firm	
using it.11

DISCUSSION

Why not just buy leads? Marketers and sales people 
alike	want	to	fill	their	sales	funnel	—	and	they	want	
to	fill	it	quickly.	Enter:	The	temptation	to	buy	leads.
Buying leads, as opposed to organically generating 
them, is much easier and takes far less time and 
effort, despite being more expensive. But we might 
bepaying for advertising anyway so, why not just 
buy leads? First and foremost, any leads we’ve 
purchased don’t know you. Typically, they’ve 
“opted in” at some other site when signing up for 

something and didn’t opt into receiving anything 
from our company.
The messages we send them are therefore unwanted 
messages, and sending unwanted messages is 
intrusive. If the prospect has never been to our 
website and indicated an interest in our products 
or services, then we’re interrupting them plain and 
simple. If they never opted in to receive messages 
specifically	 from	 us,	 then	 there’s	 ahigh	 chance	
they	 could	 flag	 our	 messages	 as	 spam,	 which	 is	
quite dangerous forus. Not only does this train 
to	 filter	 out	 emails	 from	 us,	 but	 it	 also	 indicates	
totheir	 email	 provider	 which	 emails	 to	 filter	 out.
Once	 enough	 people	 flag	 our	messages	 as	 spam,	
you go on a “blacklist,” which isthen shared with 
other email providers. Once we get on the blacklist, 
it’s really, hard to get back off it. In addition, our 
email deliverability and IPreputation will likely 
be harmed. It’s always, always, always better to 

generate leads organically rather than buy them.

CONCLUSION

Social media has become prominent in the 21st 
century. Companies are persistently looking 
for ways to utilize this new platform within 
their marketing strategies to increase business 
growth. Since social media is a networking and 
communication platform, it is important for 
companies to create a voice to humanize the 
business	and	maintain	foot	traffic.	Although	there	
are studies on how to use social media marketing 
within a business, there is minimal corroboration 
available of how social media marketing activities 
influence	a	consumer’s	buying	behavior.
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